Petes 


mmo. 


ft 
»¥ 
4 

BS jec4 
j 


es 
ve Sea 


See ene! Pre 


Din. oye 


te 


3 
«, 3 


“ 
y 
-/ 


pe 


ewe ee ey 


wot 


' 
‘ 


" ro 
Seer Sik 


2 


: f Rhee 


ati 


. epee Sopp ereee 
SNe qredals Spon gua te 

LEE ET? -*" 
At: caine Lo. 


EON ET TEP LS 


4 


enim 
» 
‘ eee 
lee ee ee oe 


+ 
vines 
> 


TTT SE 


eee 
“J 


"hi 


wd 


mAs 


+ 


ty 


Prd, 2 5 of 


. ae “2 7 oy 
Kaaemign th ven fs eS 
ee eT news 


Builder Clayton Parker constructed this home in the park-like Toronto subdivision of Guildwood Village. See page 22. 
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DO YOU NEED 
ABOUT INVESTMENTS IN THE WEST 


To gain the return he merits, today’s investor must be well- 
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informed. 


When you plan to invest in rapidly growing Western Canada, 
be sure to avail yourself of the most accurate, up-to-date infor- 


mation on all phases of business. 


As a large, sound Real Estate House, we are constantly handling mortgages, investments, in- 
&& & 84s 

surances and sub-divisions:; and can offer complete data on all matters pertaining to revenue 

properties and land development. 


We invite you to write: 
EASTERN DEPARTMENT, Boultbee Sweet & Co. Litd., 555 Howe Street, Vancouver, B.C. 


A Tore mr” rere ir 
BOULIBEE SWEET &@ COAIPANY LTD 


555 HOWE STREET, VANCOUVER, B.C. Phone: PAcific 7221 
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HOMES FoR INDUSTRY ACROSS CANADA 


Quality premises, architecturally de- LEASE Over 90°0 of our business is con- 
signed, engineered and speedily erec- ducted through the good services of 


ted for clients. : SALE the nation’s real estate brokers. 


Write for our illustrated brochure: 






INDUSTRIAL LEASEHOLDS re: 
| EM. 4-9201 » HL: 
12 SHEPPARD STREET TORONTO 1, ONTARIO 


e Architecture ¢ Contracting © Construction 
e Engineering ° Leaseholds 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.’—Charles Dickens. 


Knowledge Never Static 


It’s generally acknowledged today that education is a 
prime and necessary tool in the forward movement of our 
whole economy. Horatio Algers are always admirable, but 
it’s a safe bet that if the self-made men of other generations 
had had the advantages of further education in their chosen 
fields, they’d have made even greater achievements more 
quickly. 

Our business and social worlds have grown too complex 
for us to have professional knowledge of any field without 
“book larnin’”, It’s too wasteful for us to muddle along 
picking things up, when all kinds of educational institutions 
offer us knowledge in organized fashion. Nothing will ever 
substitute for direct experience; we don’t want to be a nation 
of theoreticians. But theoretical experience in the classroom, 
combined with practical experience, will take us further 
than either alone. 

What other reason could there be for the existence of 
the institutes of study which have been set up in conjunction 
with almost every business and professional association in 
Canada? We have our Canadian Institute of Realtors, and its 
inspiration without doubt came from the realization that 
there must be some source through which people engaged 
in the real estate profession could enhance their knowledge 
of their field. 


Education is a continuing process, in each of us. 


A new year is starting this month for the CIR course in 
real estate. Couldn’t you or some of your staff profit by this 
instruction? 


September, 1957 
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Part Il 
We all tend to overlook the ob- 
vious. Downtown there was a large 


old theatre closed for the past year 
or two. Recently it was sold for con- 
version to parking by one of Toron- 
to’s largest parking lot operators. All 
of us went by this building dozens of 
times a year. 

To obtain listings, have just one 
thought. Is there a higher, better use 
for the property? course, 
with reference to industrial, com- 
mercial property. Always, when you 
get a listing of any type, particularly 
industrial or commercial property, 
submit first to the neighbors. It has 
been estimated, industrially, that 
three out of five sales are made in 
neighborhood. 

Now I've talked at some length on 


This, of 


listings, but listings are all im- 
portant. Next comes the need for 
prospects. Prospect sources are in- 


numerable. Average real estate sales- 
man thinks first, greatest source for 
prospects is the classified ad. Classi- 
fied ads are not the best source. In 
order of importance, actually, by 
studies made, it was found they come 
about sixth or seventh in importance. 

First, and most important source is 
personal connections. We made a 
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We sold a house not long ago by 
putting up a Sign, within 24 hours 
a lady who had been looking in that 


area for three months bought the 
house, since she wished to be close to 
her mother who lived around the 
corner. 

When you obtain a house in a 
block, don't be content merely to 


canvass that short block, go about 
i two blocks away and canvass. Many 
cs we 5 mothers or daughters would like 
W.H. SHORTILL their relatives living near them hut 
This forceful analysis of the not next door. In any case, you will 
realities of real estate selling probably get more listings even if 
° . qd ret s rey 

is the second half of an address you do not get a buyer. ee 
presented by Mr. Shortill, well- After you list property, sit in your 
known Toronto realtor, to the 


car, go over your prospects ecards and 
T.R.E.B. Salesman's Course. think “WHOM WOULD THIS AP- 
This is the final part of the 


PEAL TO”. After you have exhaust- 
: ; ; ed your old prospect cards, then is 
article which commenced in the or bib m eer 
z the time to properly advertise it. 
June issue. : 
There is a correct way to write and 
present this ad. 


study and came up with 28 or 30 
prospect sources which I intend to 
enumerate as briefly as possible— 


Use Emotional Appeals 
Use basic emotiona] appeal, sell 


® Personal connections. comfort not bricks. Sell pride of 


@ Friends. possession, not 6 per cent mortgage 
® Referrals from satisfied clients. I saw stressed other day at top of ad. 
@ Prospect cards. Sell necessity, not location, as most 
@ Canvassing in the immediate salesmen stress in ad. Location is im- 


area. portant but should be in body of ad 


REALTY INVESTMENTS 
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not at top of ad, if ad is interesting 
you might switch them from that 
area to another whereas by stressing 
location they may not even bother to 
phone you. Sell ambition, not size of 
rooms, Sell preservation, fact that 
house is on dead-end street, safe for 
children, near School and Church, 
come home for lunch. Sell vanity. If 
you do stress location “Up with the 
Jones’”’ be subtle. Sc] 
hedge against inflati 
widow's _ sacrifice 
never put the wort 
homes, not houss 
family, not despera 
who must sacrifi 
negative thought, fear 
might happen 
for old age 

In your ads se ealth, wealth, 
happiness, prosperity. Don't paint 
negative thoughts. People all like to 
buy, not be sold. Write your ads, 


dollar is wasted due to poor copy, 
poor timing, poor spacing, haste. 
True, a cumulative effect for the 
company, but by properly planned, 
executed ads you salesmen will 
double and treble sales with less car 
expense and wastage of time. 


Join Service Clubs 

Belong to one or two service clubs. 
ill important to take an active 
in your Board. Take active part 


in your provinical, Dominion associa- 


“+t 


tions. We have had many prospects 
us by Realtors across Canada. 
some charitable work for Red 
or Blind. Take time out, for 
ikke contacts. 

Watch probate of wills, if a man 
was living in small house and left a 
lot of money, odds are his widow will 
move. Watch company transfers, pro- 
motions to and from city. Read three 


s, prosperity. 


Don't paint negative thoughts” 


suggests this prominent salesman 


them get cold and then re-write them 
again. Remember, ad only brings you 
the prospect, it can’t sell the house. 

Be truthful, don't exaggerate. 
Don't feature price, unless price is 
main feature, put price at bottom of 
ad. Don’t say “by appointment” you 
discourage me from calling, say 
“slad to show you, come out next 
week-end”. Don't put in ad “shown 
by Mr. Jones” rather “A. L. Jones 
will be pleased to show the property”. 
Use sentences that glow, sparkle— 
High on a hill—Century-old home— 
drew 125 calls, two offers within the 
hour. 


Study Pays Off 


Read everything you can on ad- 
vertising: it is the greatest expense 
in an average office and less thought 
put on it than anything else in real 
estate. I shudder to think that 
probably 70, 80 cents of our ad 
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daily papers, particularly financial 
pages. If John Jones was made presi- 
dent, you may realize he should move 
from present house to one more sub- 
stantial. Watch “property wanted” 
column in classified. Average agent 
neglects this. Perhaps they could be 
written, could become part of your 
office routine. When you make a sale 
and buyer is enthused, congratulate 
him, then try to get three additional 
names, chain system, you never run 
out of prospects. See Builders. May 
have a buyer who is not satisfied with 
builder’s house. Builder will often 
sugvest a prospect to you, whereupon 
you show them other homes. Even if 
prospect buys Builder's house Builder 
is not capable of selling their old 
home, so you get listing. 

Watch opening of large factories, 
in new areas. Probably the best per- 
son to contact is personnel manager, 
to have some good listings posted on 


bulletin board with notation at 
bottom-——“We have others”. 

Make out cards for every person 
you've sold houses to since you've 
been in business, contact four times 
a year, when they want a house, they 
think of you. 

Trust companies a constant source. 
We've actually had a Trust Company 
recommend us to sell a funeral home 
in small town outside city. Within 
three weeks it sold for $50,000. 
Funeral homes, hardware — stores 
always sell: often the Trust Com- 
panies have them for sale in winding 
up of estates. 

Out of town realtors, are a source 
of prospects and of course you re- 
ciprocate. Watch expropriations. If 
a large block is expropriated, all 
there will have to move sooner or 
later. Contact them, offer your ser- 
vices in re-locating. Take an active 
part in civie activities. You can't 
know too many people in this service 
business of real estate. 

Open houses for inspection are im- 
portant. Just sold a house in Kings- 
way for $35,000, from that have an- 
other re-sale of $18,000. Investors 
constantly looking for bargains, are 
hard buyers. However, if you obtain 
an investor's confidence he will stick 
with you for years. 

Apartment dwellers, contact by 
letter. Rent spent gone for ever. 
Should buy a home. 


Negotiation of a Sale 

Now we have obtained the listing 
and have shown it to a logical pros- 
pect, he is prepared to make an offer. 
This is what you are paid for, the 
negotiation of a successful sale. It is 
no use having attention, interest, de- 
sire unless you complete it with 
action. No use obtaining listing and 
showing property unless you get an 
offer to purchase and you close the 
sale. 

The moment a buyer expresses in- 
terest in property, stop selling, write 
out offer. There are many trial 
closings to ask him. When he says, or 
his wife says “We like this house”, 
say “Whose name do you want it in, 
or both your names?” Usually ad- 
visable get them both to sign offer, 
the more signatures the bei.er. Try 
to get a substantial deposit. A valid 
argument if they wish to cut price 
substantially is to say “Give me a 
large deposit” and in any case always 
get minimum 5 per cent deposit. 
Granted there are exceptions: in final 
analysis take any offer providing it 
bears some relation to the value of 
the property . 

Now have the offer signed by 


(Continued on page 6) 
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“flany an offer has been lost by poor presentation" 


husband and wife, present to vendor 
and wife. There is a right and wrong 
way to present the offer. Many an 
offer has been lost by poor presenta- 
tion. I suggest you phone owner, find 
when it’s convenient in the evening to 
see him with his wife, preferably 
after dinner when the children are in 
bed, and when.-he is more or less re- 
laxed. If the offer is a poor one, I 
would not produce the offer at once, 
but simply discuss the past work 
done on the house. Tell the husband 
and wife you've advertised the house 
many times, it has been inspected, it 
has been shown, and discuss the 
general real estate market. Then 
after you have conditioned them for 
an offer for less than they had hoped 
to get, produce your offer and do not 
comment until they have thoroughly 
read the offer. Give a copy to both 
husband and wife to peruse at the 
same time. 


The art of negotiation would take 
too long to detail here, but one basic 
rule is always get it signed back by 
both of them as cheaply as you can. 
Never give something without getting 
something in return. Then you can go 
back to your purchaser and follow the 
same procedure. Do not tell him you 
have it signed back at a certain price, 
but rather discuss the reaction of the 
vendor and his wife and condition 
the buyer for the fact his offer was 
not accepted. Finally you produce the 
offer and let him see that it is 
accepted at a higher price, and you 
may have to then go back again. 


Requires Patience 


This all takes a tremendous amount 
of patience, but remember this is 
where you earn your commission, 
the negotiation and closing of the 
sale. 

There are many salesmen who can 
negotiate up to the point of getting 
the offer and then cannot close the 
sale. I think in any office there is 
probably one man who is an expert 
closer. If I were a salesman I would 
make an arrangement with that ex- 
pert that he would go out with me 
for some reasonable fee and en- 
deavor to help close the deal. In an 
Office large enough to have a sales 
manager, usually it becomes neces- 
sary in a tough deal for the sales 
manager to go with the salesman. 

It is ridiculous to let a green 
salesman present an offer. In fairness 
to their office, all new salesmen 
should keep their sales manager con- 
stantly informed on the progress of 


‘ 


an offer. It is foolishness to come a 
week or two later, and tell the sales 
manager that you've lost two or 
three sales, by that time they are 
cold and cannot be warmed up. 

You should never take no for an 
answer when trying to have an offer 
accepted. The Fuller Brush men have 
been taught to ask as many as seven 
times for the offer. A good rule of 
thumb is to ask at least four times, 
before you leave the house to try to 
get an offer accepted. If you are 
successful and obtain the deal, im- 
mediately deliver all papers and crect 
a “sold” sign. Notify the buyer his 
offer has been accepted and con- 
gratulate him. 

By experience the first three days 
after a sale is the danger period. 
Every buyer wonders if he has done 
done the right thing. You must men- 
tally help him. Re-affirm his positive 
thoughts that he has done the right 


thing, in other words, sort of hold his 
hand. 


Some Basic Mistakes 

There are a few basic mistakes in 
selling and I would like to briefly 
mention them—one is you should be- 
lieve nobody. Not that people neces- 
sarily lie to you, but they don’t know 
what they want and how true this is. 

We have all known people who tell 
us they want a two-storey house in 
the heart of town and then buy a 
ranch type bungalow far out in the 
suburbs. We have seen vendors who 
tell you they will not take less than 
a certain price, perhaps $30,000, and 
then discover they’ve sold the house 
for $25,000. People don’t know what 
they want to do and the only thing 
to do, particularly with a vendor, is 
take the offer. I can think of a case 
once where a salesman phoned up and 
said “I have an offer of $18,000 on a 
listing of $28,000.” I said to him 
“Don’t bother me” but luckily I said 
“Wait a moment’. We submitted the 
offer and the vendor, an organiza- 
tion, took the offer at $18,000. How 
can we read the vendor’s mind? 


Take every offer and submit it to 
the vendor. Let him decide. It de- 
pends how long he’s lived there. His 
urgency for cash and many circum- 
stances that he does not reveal to 
you. 


Take nothing for granted after you 
have shown prospects the property. 
Keep showing them, keep in touch 
with them, don’t rely on them to 
phone you. The best and only time 
to sign the contract is when the buy- 


er says “I like this’. I have sold in 
vacant houses, I have drawn up con- 
tracts in restaurants, and in the car. 
The minute the buyer infers he is in- 
terested, draw up the contract. 


Burning Midnight Oil 


I had a man phone me one Satur- 


‘day night, said he would buy the 


property, and to come down Mion- 
day morning. I hung up on him and 
I thought “Am I foolish?” I phon- 
ed him and that night about midnight 
closed the sale for $40,000. Had I 
waited until Monday, anything might 
have happened. There might have 
been bad news from Suez, bad news 
on the stock market, bad news in his 
own business. There is only one time 
to close the sale and that is now. 


Tell nobody about your deal. Many 
a deal is lost by ill-advised talk, par- 
ticularly in a large office where one 
salesman tells another salesman. This 
happened once in our own office. A 
salesman was getting an offer, say 
at $32,000. Perhaps the list price was 
$35,000. It is fair enough for another 
salesman who hears that, to perhaps 
submit an offer of $33,500 or $34,900. 
The first salesman should not have 
revealed his bid. In competitive bid- 
ding on co-operative listings it might 
pay to bid the extra $109. Most 
people bid in $500, $1,000 units. If I 
were bidding on a house priced at 
$35,000, if my best bid was $33,000 I 
might be tempted to get my buyer to 
bid $33,100, it might save a deal. 


Keep On Showing 

Keep showing the buyers until you 
sell them. By experience the average 
buyer does not buy until his fifth 
trip out. We have people we've work- 
ed with seven years before we finally 
sold them, but these things all aver- 
age out. Next trip you might sell 
your client, first trip out. 

Now for a few random thoughts on 
selling. Sales quotas are all im- 
portant, for they give every sales- 
man a target to shoot at After all 
without a target to shoot at, we 
don't know where we are going. Mini- 
mum quota for every salesman in 
selling houses should be two sales 
a month, or $40,000. If he averaged 
$40,000 at 312 per cent he would 
make $700 or $8,400 a year, less car 
expenses of about $1,200 or $100 a 
month. This would leave him about 
$600 a month to live on. Real estate 
salesmen today cannot survive on an 
income less than $500 or $600 a 
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An important tenet: “Never assume anything” 


month after car expenses, to present 
a certain front, good clothes, late 
model car etc. 


Assumptions Are Unwise 

Greatest alibi in business usually is 
“J didn’t think”. I think it is all 
important that you should not as- 
sume anything. Don't’ assume gossip 
that says So and So won't sell for 
less than so much. Don't 
your low offer will not be 
by the vendor. Never phone 
can see the person, particul: 
asking them to sell their ho 
you see an owner's sign 
ad “Principals only” or “Appl 
in”, it should be a challenge to 
the salesman, to get out of your car, 
or office, to go in person, and see 
them at the door. You salesmen and 
realtors probably think I'm asking 
you to do a tremendous amount more 


mean specialization not only in areas, 
but in industrial or commercial or 
rentals or house selling. You cannot 
know the whole City. You can double 
and quadruple your income by shrink- 
ing your territory and becoming an 
xpert. I think of a man who spe- 
lized for many years just in Moore 
irk. Naturally he could show eight 
ten houses in a day by living and 

1e area. When I first start- 
nty-odd years ago I used to 
across the city sometimes as 

as twice a day, naturally I 

could only show two or three houses. 
Through the vears I gradually shrank 
my territory, but doubled and quad- 
rupled my income and at the same 
time raised my average sale of 830,- 
000 with an average minimum com- 
mission, due to selling a great num- 
ber of my own Co-ops, of 4 per cent. 
What this meant was, every sale was 


"Negotiation takes patience...in 


the negotiation and closing of the 
sale you earn your commission” 


work than you have been doing, but 
if you wish to double and quadruple 
your income, these are a few simple 
suggestions. 

I once asked one of our salesmen 
how to make more money, and his 
answer was very simple and to the 
point. He said “Put in more time”. 
In his particular case he was in our 
Office every day at 8 o'clock, by 9 
o'clock in the morning he is organi- 
zed. I don’t think any of us are over- 
worked. The president of a Canadian 
oil company had a survey made by 
efficiency experts and he found the 
average person in their employment 
Was only using 25 per cent of his 
time and his ability. 

In studies made in United States, 
they found that 70 per cent of the 
people who had to be fired were dis- 
missed because of their social in- 
competence not because of their tech- 
nical incompetence. In other words 
they could not get along with people. 
It has been proven that 90 per cent 
of selling is the ability to get along 
With the buyer or seller, and 100 
per cent is knowing the product; in 
our case the listings, taxes, location. 


5? 


Specialization Wi!l Come 
Gradually real estate salesmen will 
By that I 


have to specialize more. 
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worth a minimum of $600. to me. If 
I sold two homes that month I made 
$1,200. If I sold three, I made $1,800. 

It is important that we all use our 
time to the greatesi advantage. Time 
lost is gone for ever. Let's find out 
what our time is worth. Let’s take 
ourselves on a 13 month year, or 52 
weeks, and allow four weeks through 
the year for holidays. This leaves 
us 48 weeks. Take a 50 hour week, 
because I do not think any real es- 
tate salesman works on a 40-hour 
week. Fifty times forty-eight gives 
us twenty four hundred selling hours 
in the year. Now, if you wish to 
make a minimum of $6,000 net to you 
or $12,000 gross to you and the firm, 
your time is now worth $5.00 hour. 
If you wish to make $9,000 net or 
$18.000 Gross, this time is worth 
$7.50. If you wish to make $12,000 
a year net, and believe me many of 
you can if you plan your work, and 
work your plan, your time now be- 
coies worth $10.00 an hour. Those 
coffee breaks, sports page stops, and 
gossiping become very expensive, 
looked at in the light of $5.00, $7.50, 
$10.00 an hour. I think it was Socra- 
tes of whom they said “He was a 
miser only of his time’’. 

Time is all we have to sell in our 
business, the days are not long 


enough in real estate. It is a vast 
and dynamic business. When you 
are with an organization, give them 
your whole-hearted support. After 
all, the average office furnishes you 
with a place to work, listings, tele- 
phones, secretarial help and a hunc- 
red and one other aids, quite apart 
from its connections, contacts and 
prospects. You in turn are obliged 
and called upon to furnish— 

e Your Time. 

® The desire to work. 

@ Loyalty. 


Negative Outlook Doesn't Help 

Do not be negative in your outlook 
and spread gloom and gossip through- 
out an office. If you do not get along 
with the office, far better to get out 
and go to some other office. But let 
me warn you, any well-run office 
that is active and aggressive, with a 
consistent advertising program, leaves 
the rest up to the salesmen. The op- 
portunities to me would be the same 
in one office as in another. In the 
final analysis the office can only go 
so far, and you the salesmen must be 
productive, aggressive and on the job. 
I'd like to recommend that you take 
every possible real estate course that 
comes along, either on a local, pro- 
vincial or federal level. Take an ac- 
tive interest in all your associations, 
attend all dinners, functions of your 
real estate board, attend the two 
conventions each year. You meet and 
exchange ideas. These are the clear- 
ing houses of real estate. I can truth- 
fully say that my attendance at the 
average convention has been paid for 
many times over by sales consum- 
mated therein. It is all important 
that salesmen in this business should 
be the right frame of mind, particu- 
larly as regards enthusiasm. An en- 
thusiastic salesman can overcome 
many personal deficiencies. 


Professional Status 

We in C.A.R.E.B., of which you are 
a part, recognize it will take years 
to reach a professional status in o.r 
profession. But, we are on the march 
across Canada. We are having Uni- 
versity courses on a national level. 
We have an institute developing, 
with the Canadian Institute of Real 
tors. Our need today is for the best 
educated men that we are able to 
get for our profession. I can see a 
need for more and more specializa- 
tion with the development of lease- 
backs, purchase-lease deals, percent- 


(Continued on page 18) 
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In accordance with the constitution of the Canadian Associa- 


tion of Real Estate Boards, the membership is hereby notified of 


the proposed amendments to the Constitution of the Association: 


Amendment No. 1 

Re: Dates of the Annual Conference: 
Section 45 of the Constitution to be 
amended to read as follows:— 

The Annual Meeting shall be held 
between the first day of September 
and the thirtieth day of November 
in each year, or so soon thereafter as 
practicable. At such meetings the 
delegates shall receive a report of the 
directors. 


Amendment No. 2 

Re: Classes of Membership: Sec- 
tion of No. 2 of the Constitution to 
be amended to read as follows:— 


The Members of the Association 
shall consist of eight classes: 

(1) Active Member Boards 

(2) Active Board Members 


(3) Active Associate Board 
Members 


(4) Individual Active Members 
(5) Sustaining Members 

(6) Honorary Members 

(7) Active Regional Associations 
(8) Affiliate Members 


Amendment No. 3 

At the very end of Section 2, the 
following to be added:— 

Active Regional Association: Any 
provincial association or any region 
containing more than ten (10) in- 
dividual active members. 

There shall be the following Active 
Regional Associations: 

1. Province of British Columbia. 

2. Province of Alberta. 

3. Province of Saskatchewan, 

4. Province of Manitoba. 


5. Province of Ontario. 

6. Province of Quebec. 

7. Provinces of Nova Scotia and 
Newfoundland. 

8. Provinces of New Brunswick 
and Prince Edward Island. 


1. The Constitution and/or By- 
Laws of all active Regional Associa- 
tions shall be subject to the approval 
of the Board of Directors of the Cor- 
poration. 

2. All active Regional Associations 
shall agree in writing in form satis- 
factory to the Board of Directors to 
adopt and abide by the Charter and 
By-Laws of the Corporation and to 
abide by and enforce the code of 
ethics of the Corporation. 


Amendment No. 4 

This amendment is 
the end of section No 
stitution: 


Affiliate Members: An 
Member shall be any society, insti- 
tute or association whose activities 
may be considered in sympathy with 
or complimentary to the aims and 
objects as embodied in the letters 
patent of the Corporation. The con- 
ditions of membership are as follows: 


1. The applicant shall agree in 
writing in form satisfactory to the 
Board of Directors to adopt and abide 
by the Charter and By-Laws of the 
Corporation and to abide by and en- 
force the code of ethics of the Cor- 
poration. 


to appear at 
. 2 of the Con- 


Affiliate 


2. The applicant shall make writ- 
ten application setting forth the 
names and addresses of its active 
members in good standing. 


3. The applicant shall make such 
constitutional provision necessary so 
, 


as to permit reciprocal membership 
of the Corporation. 


4. The application of all Affiliate 
Membership shall be subject to a 
majority vote of the Board of Direc- 
tors of the Corporation. 


Amendment No. 5 

Section No. 39 of the Constitution 
to be amended to read as follows:— 

The Executive Secretary shall at 
least ninety days prior to the Annual 
Meeting write to the Presidents of the 
active Member Boards and Active 
Regional Associations and ask them 
to submit with their qualifications 
names of active Board members 
whom they wish to recommend for 
the offices of President, Vice-Presi- 
dents and Regional Vice-Presidents. 
The names submitted with their 
qualifications and written consent to 
stand for nomination are to be given 
to the Nominating Committee by the 
Executive Secretary at least thirty 
days prior to the Annual Mecting. 


Amendment No. 6 

That the present section No. 45 be 
amended to read “Section 45a’. That 
a further Section be inserted in the 
Constitution to read as follows:— 

A Mid-Term Conference of the Ex- 
ecutive Committee and such Com- 
mittee Chairmen, or other members 
of the Corporation as may be deemed 
necessary by the Executive Commit- 
tee, shall be held between the first 
day of April and the thirtieth day of 
June in each calendar year. 


Amendment No. 7 

Section No. 15 to be amended as 
follows :— 

There shall be an Executive Com- 
mittee consisting of the President, 
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the immediate Past President, the and Executive Secretary and a Trea- 
two Vice-Presidents, the Regional surer, and such other officers as the 
Vice-Presidents, the Executive Vice- Board of Directors may by By-Law WANTED 
President (or Executive Secretary), determine. Provided that the Presi- 
the President of The Canadian Insti- dent shall not be eligible for re-elec- 
tute of Realtors and four other m« tion as such for the year immediately Assistant 
bers of the Board of Directors who following any two successive years in d 
shall be appointed by the President. which he is President. The Officers Executive Secretary 
of the Executive Secretary and Trea- 
Amondmont No.8 surer may be held by the same per- Ontario Association of Real Es- 
Section No. 17 to be amended t son. tate Boards require the immediate 
read as follows: services of a young man, 25-40 


The Executive Committee sha Amendment No. 10 a B 
meet at least four times per annum, ba sociation work his career. 


kids set teetiail The following to be inserted into 

Vhich shali include se 5 : eo ee ; , eo 

teins xenon ihe Constitution as Section No. 72, Prior real estate experience is im- 
: : e = seg } t rea a . Ws: - -— . .-* . 

President, the Board of Directors or and to read as follows: portant training in administration 


years of age, anxious to make As- 


any nine members of the Executive The immediate Past President shall helpful but not necessary. Salary 
Committee at the time and place serve as ex-oflicio member of the will be commensurate with experi- 
specified in the call. Board of Directors of the National 
Association of Real Estate Boards. 
In the event that the immediate Past All replies will be held in strict 
President is no longer a member of confidence. 
the Corporation or declines to serve, 
ee the Constitution ~ Pimnatt — — ro : —_* Write to Box 951 

appoint sucn a representative to the e 
to be amended as follows: Board of Directors of the National Canadian Realtor 


ence. 
Six members shall constitute a 
quorum. 


The officers of the Corporation Association of Real Estate Boards. 19 Duncan Street, Toronto 
shall be the President, two Vice- The National Association of Real : ‘ 
Presidents, Regional Vice-President Estate Boards may appoint an ex with full details of background and 
for each active Regional Association otiicio director to the Board of Direc- experience. 
created under By-Law No. 50 hereof, tors of the Corporation. 


q ATIENTION ALL CIEBERS! » 
THE pcvoeee 1 1957 ISSUE OF 


THE CANADIAN REALTOR 


WILL BE A COMBINED ISSUE CONTAINING 


THEANNUAL CA DER MEN 
ROSTER OF AREB oO bia 


MAKE SURE YOU ARE REPRESENTED IN 
THIS ALL IMPORTANT ISSUE 


SPACE AVAILABLE AND RATES 
One-sixth page . 24" x 4," $40.00 
One-eighth page . 24"%344" $30.00 
One-third page 7 ~~" «9 $64.00 


The Roster will be 
a Special Section 
in which there is 
provision for a 
limited amount of 
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CO-OP REPORT 


July Sales Well Above 


Same /Aonth Last Year 


Surprise of the Co-Op year is re- 
vealed this month as the total for 
July Co-Op sales climbed $700,060 
above June’s $29,100,000 to reach a 
record July total of $29,817,584. 

There were few changes in the posi- 
tions of the league leaders this month. 
One was Winnipeg which edged out 
Calgary for fifth place. Winnipeg was 
in sixth spot last month. Brantford 
climbed one position to fifteenth, edg- 
ing out Windsor which dropped back 
to sixteenth. 


Tenfold Increase 

Number eighteen on the list, Osh- 
awa-Whitby Board showed excellent 
progress for a year ago at the same 
time. With sales of $230,000 for July, 
this was nearly ten times as much as 
was recorded for the same month last 
year. 

Both listings and sales figures show 
that Co-op realtors are hard at work 
in every province, and that the hous- 
ing market is far from being in the 
doldrums that some economists would 
have us believe it is. 


Vancouver 
Island's 


GREATEST 
CLASSIFIED 
ADVERTISING 
MEDIUN 


With Over 51,000 
Daily Circuation 


VICTORIA Sy 


DAILY 
TIMES 


THE 
DAILY 
COLONIST 


VICTORIA PRESS 
LIMITED 


VICTORIA, B.C. 


Phil Seagrove, better known 
as "Mr. Co-op", with the 


comparative review of co-op 


operations 


country. 


Millions 


30 


across. the 





Monthly graph shows 
how this year's co-op 
sales across Canada 
now are well above 
the sales reported 
last year. 


MAY JUNE JULY AUG SEPT 
Total Sales in 1956, by months. 
Total Sales in 1957, by months. 





Canadian Housing High 
By World Standards 


Despite recent decreases in rate of 
home-building, Canada stands high 
on the list of world builders. 


United Nations records for last 
year show that Canada placed third 
as regards the number of homes built 
per head of population. 


West Germany led the list, but it 
should be remembered that she has 
an enormous backlog of building due 
to the damage wrought by war, and 
the figures submitted by Germany 
include restored and reconstructed 
dwellings. 

Here are the comparative figures 
showing homes built per 1,000 of the 
population for the leading countries: 

Western Germany 11.0 
Australia ....... “i ae, ae 
Canada ree ee 8.2 
MEN oie cadibectcaicent 8.0 
New Zealand « G6 
United Kingdom ..... ae Se 
Sweden .... eer ee 
It should be noted that these 


figures include apartments. 


LETTERS 
TO THE EDITOR 


The Editor, 
Canadian Realtor. 


Dear Sir: 


I note from the June issue that a 
fellow realtor in Australia is suffi- 
ciently interested in our affairs to 
request that a copy of the Realtor be 
forwarded to him each month. I 
would like to suggest that if any of 
his associates in Aussie are desirous 
of receiving a copy, I am willing to 
send my copy: along as we have four 
copies delivered to members of the 
Association in our ofiice and it would 
be a pleasure to have it circulate 
“down-under”’. 


This offer, if accepted, will enable 
me, in a small way, to say “thank you” 
for kindnesses shown me during my 
brief three year’s’ residence in 
Melbourne. 


Yours very truly, 


Joe Lucas, 
McBeth Agencies Limited, 
Edmonton. 
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Your Appraisal Editor, J. I. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 
i School. He has also successfully completed the 
. , Post Graduate Course in Town and Regional Plan- 
eee ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 
; the School of Graduate Studies, University of Tor- 


—, onto. Mr. Stewart is manager of the Appraisal and i 
; Mortgage Department of Shortill & Hodgkins Ltd., 1 
Toronto. i 
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The Problem of 
Value to the Owner 


By P. D. Wildsmith, F.A.I. 


Mr. Wildsmith here presents some further thoughts on the perplexing problem of Value to the Owner. It is again 
suggested that a standing joint committee of all interested bodies should be set up on a national 
basis to consider the important matters of "Concepts of Value"’; all our appraisal 
techniques are "worthless’ (in the words of the Ontario Court 
of Appeal) if the concepts on which they 
are based are inva!id.—Editor. 


Let’s face it, value to the owner is established as one 
of the facts of life in “compensation” in as far as Cana- 
dian courts and appraisers are concerned. 

The Courts in their unenviable task of safeguarding the 
individual’s equitable rights have been coping with the 
problem for almost two generations, with little help from 
appraisers at times. 


Where the rights of individuals are concerned, it is up 
to all of us, both as private citizens and real estate ex- 
perts giving testimony, to see that ‘justice is done and 
seen to be done”. This is better accomplished in Open 
Court than in the confines of the statute book, so rather 
than duck the problem by giving it to the legal drafts- 
men, how can appraisers contribute more effectively to 


the Courts’ work in this vexed question of value to the 
owner? 


The first step seems to be to avoid being overwhelmed 
by the difficulties it presents. The Courts have been the 
first to acknowledge these difficulties. We might, there- 
fore, without being too sanguine, take heart from this 


ABOUT THE AUTHOR 


P. D. WILDSMITH, F.A.I., is a Fellow of the Chartered 
Auctioneers’ and Estate Agents’ Institute of the United Kingdom. 
He was born in Huddersfield, England, 1922, and articled to local 


F.A.I. in 1938 for three years, served as Navigator in R.A.F, 1941- 
1946, in U.K. and overseas. 


He has specialized in appraisal work since 1946. Emigrating to 
Canada in 1954, he is employed by Rhodes & Radcliff Limited, 
Ottawa, as Manager of their Appraisal Department. As such, he 
does many expropriation valuations for Government and private 
individuals as a result of the Federal District Commission 


expropriation programme for development of the National Capital 
Plan. 





and assume that they would welcome serious considera- 
tion of the concept by appraisers giving evidence before 
them. (Queen vs. Quesnel 1956). 


Each Case on Its Merits 

The second step is to consider every case on its merits, 
dropping any preconceived notions either that value to 
the owner is a splendid gimmick for inflating each and 
every claim or that it does not, and never will, exist. 

Then with an open mind and by sticking firmly to the 
principles of compensation handed down to us, believing 
them not to be mutually exclusive, seek the answer by 
applying them: 
1. General Principle. The owner must receive full ‘‘com- 
pensation” in order to put him in the same position after 
the taking as before; it should be noted that the statutes 
under which land is expropriated in Canada do not refer 
to anything but ‘‘compensation”, i.e. they do not mention 
“market value” or ‘value to the owner” or any other 
type of ‘‘value”’. 


2. Market Value Consideration. With the general prin- 
ciple in mind but showing neither partiality nor overgen- 
erosity, the appraiser by the usual methods of appraisal 
reaches his conclusion as to market value—to which the 
owner is entitled in any event. (St. Michaels vs. Toronto 
1926) (King vs, N.E. Theatre 1951). 
3. Special Adaptability. (First Test). 

(i) The owner may be entitled to something more 
than market value (See references in (2) above). 

If this additional benefit is to lie in value to the owner, 
then it must be shown that the property has special adap- 


tability for his purposes. (F.D.C. vs. Dagenais 1935 and 
others earlier). 





Here, it seems that besides the characteristics of the 
land, the owner's history and present circumstances, 
future plans and the future prospects of the real estate 
market would appear to have a bearing. 

(ii) If, in the above terms, special adaptability exists, 
does it, prima facie, appear to add value? If so, then 
consider: 

4. Value to the Owner. Can it actually be shown that 
the special adaptability existing creates more value to 
the owner for his purposes than for the market in gen- 
eral? (King vs. Spencer 1939, and others earlier and 
later). 

Here, definition of vah 


ie to the owner is vital. 

The owner at the moment of expropriat ileemed 
as without title, but all else remaining the same, and 
the question is what would he, as a prudent man, at 
that moment pay for the property rather than be 
ejected from it?” 

(Diggen-Hibben vs. King, 1949, Pastoral Finance vs. 

Minister, 1914, Queen vs. Quesnel, 1956). 

There may be more than one method of demonstrating 

this value but at least one of the principles behind it 

might be expressed as follows: 

Compensation equivalent to the value of the land to 
the owner, based on the market value of the land plus 
any additional value attaching to the land by way of 
consideration of any prospective savings or additional 
profits which might arise from tne owner's use of the 
land but not by a straight addition of the capitalized 
value of such estimated savings or additional profits 

(Pastoral Finance vs. Minister 1914). See also Vyricheela 
vs. Vizagapatum 1939 and North York vs. Village Devel- 
opments 1956). It is said that to demonstrate how much 
is added to market value in accordance with the above 
definition and principle is impossible. The protest is us- 
ually made on the grounds that value to the owner is 
subjective. 


Exists Only in Man's Mind 

It might be recalled here that all value as such exists 
only in the mind of man and, therefore, is subjective so 
that all valuation techniques at present in use are an at- 
tempt to reflect subjective thinking and compulsions. 

Moreover, insofar as the application of the above prin- 
ciple is concerned it is worth noting that a somewhat re- 
motely similar principle is in effect, relating to timber 
lands (King vs. N.B. Railway 1914) which seems to have 
been accepted without too much protest by appraisers. 

It should not be beyond the ingenuity of the profes- 
sion, which produced, over a period of years, the modern 
techniques for the rational presentation of such items in 
the appraisal process as accrued depreciation, to apply 
itself to showing value to the owner in a manner accep- 
table to the Court. 


5. Substantiation of Value to the Owner (Crucial Test) 

Where the appraiser feels that the techniques he has 
evolved in a particular case w.1l show value to the owner 
to the satisfaction of the Court, he then requires the 
courage of his convictions to sustantiate value to the 
owner in excess of market in Open Court on oath (Queen 
vs. Quesnel 1956). 

This is the acid test. 

If the appraiser cannot conscientiously do this, then he 
can only conclude that market value in that particular case 
is not exceeded by value to the owner and give evidence 
accordingly; if he can do so then he omits such evidence 
at the peril of having his evidence described by the Court 
as “almost worthless” (Steel vs. Metropolitan Toronto, 
1956). 
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This process is valuable in that the appraiser has con- 
sidered the aspect of value to the owner carefully, reached 
the conclusion that no value is added thereby (or vice 
versa) and is of assistance to the Court to that extent. 

This at least is an advance on the common attitude of 
despair which, if translated into legislative action, would 
remove both appraisal and judical rescurces from appli- 
cation to the problem at all. 

If, however, the appraiser finds a solution to his own 
professional satisfaction, then he car present it to the 
Court which can then decide on the validity of the pre- 
sentation. 


Summary 

The percentage of cases in which the value to the 
owner principle is likely to add anything to compensa- 
tion will, due to the stiffness of the qualifying tests to be 
applied,” be small in relation to the total expropriations. 

Nevertheless, we owe it to the individual, no matter 
who is paying the fee, to apply these tests in every case, 
just as We would the appropriate tests for any other con- 
cept in “compensation”, say injurious affection. 

It may then be that, despite the stringent qualifica- 
tions, the value to the owner principle may have a more 
common application than may be at first supposed. 


Conclusion 

By this rigorous approach there is a better chance of 
the appraisal witness fulfilling his true function and being 
of greater help to the Court. 

Only by striving towards this end, and not by carping 
at the principles developed by the judiciary, will the ap- 
praiser’s function be recognized by the Courts as a truly 
professional one, welcomed and respected by all parties. 


ABVERTISING STAYS 
Where 


ADVERTISING PAYS 


m 


® Properties For Sale 
@ Investment Properties 
® Suburban Properties 


@ Land For Sale 


® Business Opportunities 


The Daily Star publishes more real estate 
advertisements than both other Toronto 


newspapers combined. 


TORONTO DAILY STAR 








Your PUBLIC RELATIONS: 
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Press acceptance of CAREB’s monthly releases has been gratifying. 
A vital part of the public relations program administered by a com- 
mittee headed by Murray Bosley of Toronto, this news service was 
begun in January. 


Each monthly release takes two done is to enter the names of the 
forms, though the text of each is local president and board in the ap- 
identical. The first one is intended for propriate blank spaces, and make 
local use by individual boards. The sufficient copies of the release on 
second, which goes out two weeks board letterhead for local news- 
after the first, is of national charac- papers, television and radio stations. 
ter. It is mailed to 76 Canadian news- 
papers and magazines, as well as the Make Personal Call 
two wire services, in the name of the On the occasion of making the first 
CARES president, J. S. Stevenson of release, it is advantageous for the 
Winnipeg. local president and or the publicity 

Boards not now using local releases chairman, along with the secretary, 
are urged to do so without further to call on the newspaper editors. as 
delay. The material requires very well as the station managers, to ex- 
little processing. All that has to be plain that the board offers the release 
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Home Buying Rules Are Helpful 


The two types of releases, and two ways in which they have been used are shown here. In A, 
the Toronto Globe and Mail has used the local release under the byline of Harry McArthur, 
president of the Toronto Real Estate Board. Example B shows how a Winnipeg newspaper 
used a national release on its editorial page. 


CAREB P-R RELEASES 
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in the public interest. Their purpose 
is to inform and enlighten individuals 
who have property to sell or buy, 
transactions in which one in every 
five people engage once a year. 

At the same time, the releases pro- 
mote wider understanding of the 
realtors’ function, and help to build 
goodwill and favorable opinion for 
the real estate business. 

Subsequent releases can be mailed 
directly to the papers and stations 
by the board secretary. 


Press Clipping Service 

A press clipping service has been 
engaged which catches most of the 
releases published in the big metro- 
politan dailies, but it is not fully 
effective in gleaning items from the 
local and weekly press. Board sec- 
retaries are asked to co-operate in 
compiling a head office file of the 
material which they have placed. 
Clippings, properly identified, should 
he sent to H. W. Follows, executive 
secretary, Canadian Association of 
Real Estate Boards, 109 Merton St., 
Toronto 7, Ont. 

The public relations committee is 
anxious to have a complete record of 
its efforts. This will permit it to 
evaluate the results of its program in 
time to present a report at the forth- 
coming CAREB conference in Van- 
couver. The conclusions reached will 
determine whether or not the present 
news release service will be con- 
tinued in 1957-58. 


& 
BIG ADVANTAGE 


“This house has both advantages 
and disadvantages,’ said the real 
estate salesman. “And to show you 
what an honest man I am, I'll tell you 
about the disadvantages. In the first 
place, the stockyards are half a mile 
to the west. North is a rubber fac- 
tory. Two blocks east there's a hide 
and tallow renderer. And not far 
south is the vinegar works.” 

“What are the advantages?” gulped 
the prospective purchaser. 

“You can always tell which way the 
wind is blowing.” 
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CAREB Press Release 


There’s good advice for the house- 
selling public contained in this 
month’s CAREB press release which 
went out in August to newspapers, 
wire services, TV and radio stations 
across the country. It contains sug- 
gestions from J. S. Stevenson, CAR- 
EB president that point to the fool- 
hardiness of not accepting a good 
offer for the purchase of a home be- 
cause the offer is a little below the 
asking price. The offer, he points out, 
may be well within the market range 
and a good reflection of market con- 
ditions. 


Here is the text of the release: 


DON'T BALK AT LOWER PRICE 
FOR HOME: MAY BE WITHIN EX- 
ISTING MARKET RANGE 

Some owners of houses for sale re- 
semble the dog in the fable who drop- 
ped the bone he had in order to grab 
at its reflection in the water. So says 
J. S. Stevenson, local realtor and 
president of the Canadian Association 
of Real Estate Boards. 


These people could learn from the 
dog’s experience, in Mr. Stevenson's 
cpinicn. 

If a realtor receives an offer on an 
owner’s home which may be less than 
a similar neighboring property sold 
for, but is in fact the best offer se- 
cured to date, he will urge the owner 
to consider accepting it. This is good 
advice. An owner who pre-emptorily 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 
Est. 1846 Hamilton, Ontario 


CANADIAN REALTOR—SEPTEMBER, 1957 


rejects an offer often changes his 
mind a week or so later, and wants 
the realtor to get the offer back for 
him. But in most cases the would-be 
purchaser is no longer available or 
interested. 


Most Efficient Method 


Mr. Stevenson thinks that the co- 
operative listing system is the most 
efficient way of selling one’s home. It 
gives broader scope in locating a pur- 
chaser and spares the owner much 
worry and inconvenience. Under the 
co-op plan, all members of the local 
real estate board have a copy of the 
listing and compete with one another 
to make a sale at the best possible 
market price. 


Across Canada, $29,101,243 worth 
of real estate was sold co-operatively 
during June. By the end of the first 
six months of 1957, the national value 
of total sales amounted to $157,- 
194,278. 

Co-op is easy to use. All you do is 
notify a member of the local real 
estate board that you want to list 
your house on the co-op plan. The 
listing broker makes sure that a 
complete description of the property 
is rushed to other members of the 
board. They and their salesmen im- 
mediately go to work endeavoring to 
sell your house. Prospect lists are 
scanned to see who is interested in 
buying a home like yours in its parti- 
cular price range. Because there are 
so many possible buyers in the case 
of a co-operative listing, a sale is 
likely to be effected with maximum 
speed. 


All appointments are made directly 
through the listing broker. He keeps 
a record of the other brokers’ names 
and when they want to show the 
property. If an offer is received 
through one of these brokers, the 
listing broker advises the owner if 
the offer is properly drawn, if the 
price on the offer is in line with pre- 
sent day prices, and helps him decide 
whether to accept or reject the offer. 


Forecast of Market Value 

A realtor can fairly accurately 
forecast the market value of your 
property. If he is not sure, he will 
suggest an “open house” technique 
by which other member-brokers of 
the board will inspect your home and 
give their opinion as to a realistic 
price. 


To list your property at a price 


higher than the market will bear is 
fair neither to yourself or the realtor. 
Such action only delays the sale. 
People start wondering what's wrong 
with the property, why has it been on 
the market so long? By using the 
co-op system of your local real estate 
board to sell your house, you will ob- 
tain proper appraisal, efficient ser- 
vice, and a satisfactory sale. 


Loblaws New Stores 
Thursday, August 8th, marked the 
simultaneous openings of the two 
newest additions to the shopping 
centre chain owned by Principal In- 
vestments Limited. 


The 55-store Dufferin Plaza _ is 
located on the 24-acre site of the old 
Dufferin race track at Dufferin and 
Bloor Streets in the west-central 
area of Toronto. Built at a cost of 
$5,750,000, with 2,000 feet of store 
frontage, this huge centre will pro- 
vide free floodlit parking space for 
over 2,000 cars. This is the first shop- 
ing centre to be located in the mid- 
town area of any city on the con- 
tinent. Because of its location in a 
densely populated area within city 
limits, it is expected to draw a 
heavy walk-in traffic. 


Store is Loblaws Largest 

Loblaw Groceterias Co. Limited 
has its largest store to date in 
Dufferin Plaza—28,000 square feet 
with 170 running feet of meat 
counter. Foreign food departments 
have been set up to cater to the 
many ethnic groups in the vicinity. 
Foods appealing to people of different 
countries are segregated by depart- 
ments. 


Other stores now open _ include 
Agnew-Surpass Shoe Store, Albert's 
Hardware, Burden’s Hobby Lobby, 
Brewers Retail, Danforth Wines, 
Hunts and Loblaws. 


The $3,500,000 Kingston Plaza is 
strategically located at the inter- 
section of two main east-west high- 
ways, Princess Street (Highway 2) 
and Bath Road (Highway 33) im- 
mediately west of the traffic circle 
in Kingston. 


Built on a site of 18 acres, Kings- 
ton Plaza has 1,260 feet of store 
frontage and will provide free flood- 
parking facilities for 2,000 cars. 


The shopping centre is closely in- 
tegrated with a large, new adjoining 
Simpsons-Sears department _ store 
which opened last October. 





ee SS Se ee ee 





Far Fishin’ 


He Takes 


The August issue of the Realtor 
went to press without a photo of 
Garth S. Webb, top of the class of the 


first year C.I.R. students. 


As we noted, Mr. Webb was out of 
town on vacation... but where? 


As the photo shows, he was hauling 
in the big ones out in Courtenay, B.C. 


The 42-lb. salmon he hooked was 
the largest to come out of Comox Bay 
on the British Columbia coast, this 
year. 


Local Editor Amazed 

Mr. Webb was visiting his sister 
and fishing from a sail-boat when the 
big fish struck. Commented editor 
Ted Gaskell of the Comox District 
Free Press, Courtenay, B.C.: 


“Each year about this time I find 
myself complaining about the fact 
that I have yet to catch a fish. 


“What brings the bile to the boil at 
this particular time is the fact that a 
man from a place I have never heard 
of, to wit, Etobicoke (I swear there is 
such a place) has caught a 42-pounder, 


<> 


the largest to be coaxed from these 
prolific waters to date. 


“Not only does Mr. Webb take the 
biggest salmon this side of Etobicoke 
but he does it, not from a row boat, 


To: Canadian Institute of Realtors, 
109 Merton Street, 
Toronto 7, Ontario. 


j Employer 


I'm interested in the Institute's Course of Study to commence this year on 


September 30th. Please send me [] Enrolment Form 
[] Copy of Syllabus 


or Siudyin 


the Prize! 


not from a boat with an outboard 
motor but actually a sail boat with 
no auxiliary running. Just the wind 
and, (wait for it) a 12 pound test line 
and a net you couldn’t get my head 
in. 


“Actually I 
grumble. 


shouldn't really 


“After all I haven't been out fishing 
this year yet.” 
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Garth S. Webb with his sister and the record- 
breaking catch. 
(Photo courtesy Comox District Free Press) 


WRITE NOW FOR ENROLMENT FORM AND SYLLABUS 


Get Further Details 
Of Correspondence Course 


Though registration only opened 
four weeks ago, there are already 
more applications for this year's 


C.ILR. course than there were last 
year. 

We would remind intending 
students that the term commences 


this year on September 30th, so they 
still have a week or two to get in 
their application forms for registra- 
tion. 


The C.I.R. course is conducted in 
conjunction with the Department of 
University of University Extension, 
University of Toronto. 

The correspondence course is de- 
signed so that the students may 


complete their studies over a three- 
year period. 


The following subjects are cover- 


ed:— Brokerage Law, Appraisal, 
Accounting, Property Management, 
Economics, Architecture, Insurance 


and Town Planning. A total of 39 
assignments are submitted by the 
student over a three-year period with 
13. assignments 
each year. 


being submitted 

The course of study and the facili- 
ties of the Canadian Institute of 
Realtors are open to all those 
actively engaged in the business of 
Real Estate, and also to those de- 
sirous of entering the Real Estate 
field. Educational standards shall be 
junior matriculation or its equivalent. 


Tuition 

Tuition material is issued to 
students on enrolment. Students are 
expected to spend two weeks on each 
study assignment and answers are 
submitted to the University in ac- 
cordance with the schedule 
with the Course. 


Assignments are then marked and 
commented upon by Instructors and 
returned to the students. 


Each student is expected to com- 
plete and submit all prescribed 
assignments to the University to 
show he is qualified to write the final 
examinations. 


issued 


Enro!ment 


The term commences during the 
first week in October and continues 
to the end of April. 
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DETAILS OF COURSE 


(Continued from page 16) 

All inquiries regarding the Course, 
enrolment and other information 
should be directed to the Secretary- 
Treasurer, in care of the Canadian 
Institute of Realtors. 


Text Books 

Text books may be purchased from 
the Canadian Institute of Realtors on 
a prepaid basis. Payment for the text 
books should not be included with 
enrolment fees. 


Many of the text books prescribed 
for the C.I.R. Correspondence Course 
are available at local public libraries. 
However, students would be weil 
advised to purchase their own copies 
and retain them for future reference. 


Examinations 

The Annual Examinations will be 
held in the month of May for a two- 
weeks period on alternate evenings, 
excluding Saturdays. 


Students who fail to obtain a pass 
mark on one or two subjects may re- 
write such subjects at the Sup- 
plemental Examinations to be held 
early in September. If successful, 
students may then enroll for the 
succeeding Course. 

Students who fail to obtain a pass 
mark on three or more subjects are 
required to repeat the same course, 
paying the fees for the subjects 
which they are required to re-write. 

Examination papers will be set for 
all Canada by Examiners appointed 
by the University of Toronto, and 
will be based on the text books and 
study material. 


Fees for Course 

All fees are payable, on enrolment, 
to the Secretary-Treasurer of the 
Canadian Institute of Realtors, 109 
Merton St., Toronto, Ontario. 


Tuition and registration fees—Per 
course—$100.00. 

This fee covers: 

Registration. 

Printed studies in book form. 

Marking of all assignments. 


All bulletins issued by the Cana- 
dian Institute of Realtors. 


Monthly magazine “The Canadian 
Realtor”, publication of the Cana- 
dian Association of Real Estate 
Boards. 


The above fee does not include text 


books for the course or exam fee of 
$10. 
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Finds Real Estate Ads 
Have Double Meaning 


Writing in the Brantford Exposi- 
tor, Patricia Clarke has some hum- 
orous things to say about the way 
some real estate men advertise their 
wares. Her article is reprinted below: 
those that read it and chuckle should 
be warned that there’s a moral 
to it too: be specific in your adver- 
tisements, don't make exaggerated 
claims, and don’t say things that can’t 
be substantiated. Not every home is 
a dream home: but every home may 
fill a specific need for a specific pros- 
pect. 


DICTIONARY NEEDED TO READ 
REAL ESTATE ADVERTS 


by Patricia Clarke 


In this season, when birds and 
housewives feel a yen for new nests, 
a great many women are learning 
the hard way how to read real estate 
ads. 


Even the most willing would-be 
buyers eventually discover with sor- 
row that homes which sound in some 
ads like last year’s magazine model 
too often look, on inspection, like the 
before picture in a renovation con- 
test. 


It’s a wise man who knows his own 
home, when some real estate sales- 
men describe it. What had seemed 
to be a standard house on a standard 
street acquires a gracious entry hall, 
oversize living room for prideful en- 
tertaining, wife-saver Hollywood kit- 
chen, artistic landscaping for beauty 
amid finer homes an exclusive cres- 
cent. No wonder one bemused seller 
answered an ad to buy his own place. 


Directed at Ladies 


Many of these seductive claims for 
magazine dreams and _ rose-covered 
charm are directed at the ladies, who 
often have the job of weeding out 
the offerings which meet the family 
requirements. With experic-ce, they 
can learn which statements can be 
depended upon (three bedrooms), 
which can be discounted by half 
(huge rooms, wide lot) or multiplied 
by two (15 minutes to downtown), 
and which have no necessary mean- 
ing at all (California, Hollywood, ex- 
ecutive and magazine-style). 


In some five years of searching for 
the perfect home, or an acceptable 
facsimile, my husband and I compiled 


our own disillusioned dictionary for 
translating real estate paens into 
factual prose. Here, for the benefit 
of beginners, are some of the entries: 


California bungalow—any bunga- 
low with the bedrooms painted (or, 
in the jargon, decorated, in persim- 
mon, chartreuse and_ passionate 
purple. 


Hollywood bungalow—same, with 
the master bedroom ceiling in red. 

Executive bungalow—same, with 
sunken living room and raised price. 

Small down payment—large second 
mortgage. 


Fronts on quiet crescent—backs on 
CPR main line. 


Ideal for children—no_ worries 
about making dents or fingermarks; 
they come with the house. 


No noise or traflic—no paved roads 
or public transportation either. 


Builder's own home—no one else 
would buy it. 


Charm of traditional living—hand- 
fired coal furnace. 


Landscaped—one bush. 


Artistically 
bushes. 


landscaped — 


Expensively landscaped — three 
bushes and a weeping willow. 


Step-saving kitchen — take two 
steps, and you’re out the back door. 


Convenient main floor storage—no 
basement. 


Fifteen minutes to downtown—if 
you go on Sundays, at 4 a.m. 


Will consider offer—they can't give 
it away. 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 
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REAL ESTATE SELLING 


(Continued trom page 7) 


age leases, chain store centres and the 
need for larger and larger buildings 
in the core of our downtown cities. 
We are blessed to be in this magni- 
ficent country of ours with its ex- 
panding economy and ever-increas- 
ing higher standard of living. It 
has proven that we are advancing 
relatively faster than the United 
States. Our population is increasing 
faster. We have the soundest dollar 
in the world todav, consistently at a 
premium of 4 and 5 cents above the 
American dollar. 


Many people tell us “Oh! of course 
in your business you never get repeat 
business”. Bear in mind the average 
family in Canada and the States are 
moving at least every five years, so 
we constantly get repeat business. 
We should be proud of our profession 
of real estate, we have nothing to 
be ashamed of, we are not in a rac- 
ket. 


We are in the greatest business on 
earth, and we literally do sell the 
earth, no business can operate with- 
out real estate. 


LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET .. . through 
Edmonton Journal CLASSIFIED 
The constantly growing 
of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look .. 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 





Opportunities Unlimited 

I think there will be unlimited op- 
portunities in real estate for as many 
years to come as we can see. It’s all 
important that we begin to study ap- 
praisals because I think appraisal will 
become a science, rather than hit and 
miss as it has been over the years 
where someone simply walked 
through an office building and took 
a stab at values. 


I think the Government, dué to 
public pressure, will be forced to 
loosen up the lending of money. I 
do not think this fall that money will 
be any cheaper. Perhaps next year 
money may loosen up slightly. We 
are too close to Canada to judge 
what we think of it. 


What the Experts Say 

Certainly foreign investors are 
pouring billions of dollars into Can- 
ada. Hear what a few people said 
about real estate. Henry Jones, the 
economist, said, “Everything in all 
time, amongst all people, the pos- 
session of land is the basis of aristi- 
cracy, the foundation of great for- 
tunes, and the source of power. Those 
who own the land must be masters 
of the rest. Land can exist without 
labor, but labor cannot exist without 
land.” 


Andrew Carnegie said “90 per cent 
of all millionaires become so from 
real estate. More money has been 
made in real estate than in all indus- 
trial investments combined. The wise 
young man, the wage earner of to- 
day invests his money in real estate.” 


Hattie Green, America’s richest 
woman said “Real estate is an im- 
perishable asset ever increasing in 
value, the most solid security that 
human ingenuity has devised. The 
collateral to be preferred above all 
others, and the safest means of in- 
vesting money.” 


John Jacobs Astor’s advice was to 
buy land on the fringe of a growing 
city, but it’s not too late yet. I will 
never forget a great speecia we heard 
once by Joseph LaRonge, a man who 
has been in the real estate business 
in Cleveland, Ohio, over 50 years, who 
at a downtown T.R.E.B. meeting one 
night said “Don’t worry about the 
business outlook, be on the outlook 
for business.” 


In the next twenty years Toronto 
will have over three million people, 
perhaps a million cars. It is projected 


that by 1980 most families will have 
two cars. Bernard Baruch, the world 
famous financier in New York City 
has said, if he were young again, he 
would come to Canada. The next 
twenty years will duplicate the acti- 
vity of the past 50 years in the US. 

I have a saying ‘‘Every day you 
are in business is a moral victory” 
because you have extended your ac- 
quaintanceship in the trade and with 
the general public at large. Be care- 
ful how you handle the phone, it can 
be dynamite on your desk. Good pub- 
lic relations are all important. It 
takes years to build up a good name 
and it can be ruined overnight. 


Progress on All Fronts 

Look at the strides made in the oil 
industry. Since 1947 when the Leduc 
field blew in in Alberta we have now 
reached the point where we are self- 
sufficient in oil, which saves us over 
three hundred million dollars a year. 
It has been estimated that only 4 per 
cent of our oil potential lands have 
been explored. All this from a stand- 
ing start in 1947. 


Why up in Blind River alone we 
have probably the world's greatest’ 
supply of uranium. The Trans-Canada 
pipelines will be in’shortly to trans- 
port gas which will be a tremendous 
industry in the next five or ten years. 
Trans-Canada Pipelines, as you know 
caused a great furore in Ottawa and 
there will be some three hundred 
and fifty million dollars spent. But 
these pipelines, with the development 
of natural gas, will boom our north- 
ern economy. 


I could talk for hours about our 
industrial potential, the growth of 
population, the emigration policy, 
which I think will be liberal, the en- 
couragement of new trades by the 
new European settlers in Canada. 
All this will create tremendous real 
estate development. I can see nothing 
but good times ahead for the real es- 
tate salesmen who plans, works, stud- 
ies and takes a sincere interest in 
his chosen profession, real etate. 


PAORTGAGE 
LOANS — $10,000 


Money available t 
to responsible 
persons. Reason- 
able Terms. 


COSMOPOLITAN FINANCE 


MR. M. GOODMAN 
641 Yonge St., WA. 3-0939 


$100,000 
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Association of 
Real Estate Boards 
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trophy to be awarded annually at 
the CAREB conference 


Starts Aware 


On August Ist St. Catharines- 
Niagara Real Estate Board kicked off 
a Co-Op division Achievement Award 
program. 

Idea is to stimulate Co-Op sales 
and listings in the board area by pro- 
viding prizes to recognize consistent 
and exceptional sales results. 


This is how the system works: 


Points are awarded to each sales 
person in members’ offices who is 


¢ shar t ? » 
paid-up member of thc 


A record of each individual is 
maintained at the Board oifice and 
entries are made daily of the point 
progress of each. Any sales person or 
broker is free to inspect his card at 
any time. 

At the end of each month a “points 
cheque” is mailed competitors indica- 
ting the number of points received 
for that month. 


These points are totted up at the 
end of each award period, and prizes 
are awarded accordingly. 


How Points are Awarded 

2 points for each listing. 

1 point for each $1,000 sale to selling 
agent. 

2 points per meeting. ; 

16 point for each inspection slip sent 
into Co-Op office. 

1 point for each extension or rcnewal. 

Loss of 1 point for each expiry or can- 


cellation that takes place before 6 
months. 


An illustrated catalogue has been 
sent to brokers showing the prizes it 
is possible to win. These include 
domestic electrical appliances, camp- 
ing gear, outboard motors, patio fur- 
niture, movie cameras, hi-fi combina- 
tions and so on. 
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© oflices having greatest number of 
listings or sales. 
top salespersons for the month. 
bonus prizes awarded from time to 
time. 

® Special holiday trips to New York, 
Miami on a yearly basis. 


Ontario Realtor 
Donates Tronhy 
For Convention Attendance 


Well-known Toronto Realtor Harry 
LePage has donated a trophy to the 
Canadian Association of Real Fstate 
Boards which will be awarded to the 
member board at the Annual Confer- 
ence in Vancouver, with the best at- 
tendance record on the basis of mem- 
bership and mileage travelled. 
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HARRY A. LEPAGE 


The formula which will be followed 
for awarding the trophy is as follows: 
“Multiply the number of the board 
members in attendance by the num- 
ber of miles travelled and divide by 
the total membership of the board.” 


Details of the rules governing the 
awaid are as follows: 
® all member boards of the CAREB 
are eligible 


a minimum of five members must 
be present at the annual confer- 
ence to be eligible for the trophy 
Membership is taken to mean the 
number of active and active asso- 
ciate members as recorded in the 
Association's executive offices 
conference registration figures shall 
be taken as final 

host board shall not be eligible 
for the trophy 

a handicap of one person per hun- 
dred members for the first 500 mem- 
bers and two persons per hundred 
members for over 500 members. 


The Real Estate 


Salesman'’s Creed 
E. J. OLIVER 


I believe in the Real Estate Business; 
in the Realtor I am working for; and 
in my ability to get results. 

I believe that honest deals can be 
made to honest men by _ honest 
methods. 

I believe in working, not waiting; in 
laughing, not weeping; in boosting, 
not knocking; and in pleasure of sell- 
ing Real Estate. 

I believe in the code of ethics. 


I believe that a man gets what he 
goes after; that an agreement today 
is worth two argreements tomorrow, 
and no man is down and out until he 
has lost faith in himself. 


I believe in today and the work I 
am doing; in tomorrow and the work 
I hope to do; and in the sure reward 
which the future holds. 

I believe in courtesy, in kindness, in 
generosity, in good cheer, in friend- 
ship and honest competition. 

I believe there is a sale somewhere 
for every salesman ready to make 
one. 


I believe I’m ready———right now. 
With apologies to 
EDWIN OSGOOD GROVER 
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Real Estate 
Association 


EXECUTIVE COMMITTEE 
Donald M. Spencer, president, Edmonton. 
Ervie Jackson, vice-president, Calgary. 

Directors: William Bolze, Red Deer 
A. Brown, Calgary; P. A. Buttar, Edmonton: 
G. L. Coward, Lethbridge; Howard S. Kent, 
Calgary; L. W. Puffer, Lacombe; Peter Stack- 
niak, Edmonton. 


;Walter 








¢ a. 
Students Successful 

The Calgary Real Estate Associa- 
tion extends sincere congratulations 
to Mr. H. S. Kent of the Calgary 
firm of H. S. Kent & Associates Ltd. 
Mr. Kent passed the 2nd year C.LR. 
university correspondence course 
with honors. 


Congratulations also go to Mr. Roy 
Wilson of Wilson Realty of Calgary 
who passed the Ist year C.LR. 
course. 


Public Relations 

The Calgary Real Estate Board 
have announced a change in the ad- 
vertising and public relations pro- 
gram. During the balance of 1957 28 
billboard posters will be put up ad- 
vertising the Real Estate Board with 
emphasis on the co-operative method 
of selling. The Calgary Association 
has also purchased a permanent Neon 
sign which is being erected on leased 
property in a prominent down town 
location. 


Summer Meetings 

As it was the opinion of the board 
of directors of the Calgary Real 
Estate Association that interest in 
real estate remains at a high level 
during the summer months it was 
agreed that general meetings would 
be held during July and August. The 
attendance at the July meeting at 
the Palliser Hotel indicates that such 
a move is a popular one. 


Plans for New H.Q. 


More than 145 Calgary real estate 
agents and salesmen turned out to 
the August general meeting to hear 
President C. Elmer Sanders announce 
plans for the purchase of permanent 
office headquarters for the Board. 


A Building Committee under the 
chairmanship of Past President John 
T. Rich are hard at work sifting 
through a number of suggested sites, 
and the members of the Association 
are looking forward to the day we 
take over our permanent home! 


20 





Better Service 

Inasmuch as the four major cities 
in Alberta now operate a co-opera- 
tive listing bureau, negotiations are 
now underway to work out a system 
to exchange listings in certain in- 
stances where another city might be 
able to help out. 


“Co-operation” is being extended 
one step further to provide an even 
greater service to the public in Al- 
berta. 


Primary Course 

The Calgary Real Estate Board an- 
nounced the continuation of a Pri- 
mary Course for Salesmen first set 
up in 1956. 


Course No. 4 is now lined up, and 
it is expected that 300 Calgary sales- 
men and agents will have completed 
the course and examination by the 
end of 1957. 


The Primary course, which is paid 
for completely by Board funds, con- 
sists of 27 hours of instruction fol- 
lowed by a 2! hour examination. 
The lectures deal with the History of 
Organized Real Estate; Salesman- 
ship; three lectures on Law as it ap- 
plies to Real Estate; House Construc- 
tion Features; Ethics and Public Re- 
lations, ete. Certificates are awarded 
to those who achieve a passing mark 
of 50 per cent. 


PROFILE 


1957 president of the Edmonton 
Real Estate Board is-Howard Mol- 
stad. 


Mr. Molstad was born in Edmon- 
ton, son of the late E. H. Molstad, 
well-known businessman in Western 
Canada, who established his business 
in real estate and insurance in Ed- 
monton in 1910. 


After his discharge from the R.C.- 
A.F. Howard joined his father in the 
real estate business. When Mr. Mol- 
stad Sr., passed away in October 
1953, Howard succeeded him as presi- 


dent and is at present owner of a 
company maintaining a staff of 45. 


Big Producer 


Mr. Molstad was married in 
and is the father of seven 
(being 6 ft. 4 ins. tall, he claims the 
distinction of being the largest 
ducing realtor in Western Canada.) 


1944 


children 


pro- 
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HOWARD MOLSTAD 


He is a member of the Unity Lodge 
No. 51, past vice-president of the 
Kiwanis Club of Edmonton, member 
of the YMCA, member of the Ed- 
monton Chamber of Commerce, past 
director of the Canadian Association 
of Real Estate Boards, director of the 
Alberta Real Estate Board, director 
of the Edmonton Co-Operative List- 
ing Bureau, and director of the Ed- 
monton Downtown Business Associ- 
ation. 


He was instrumental in incorpora- 
ting three private finance companies 
of which he serves as president of 
two.and vice-president of the third. 
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_ Attorney-General to 
) Address Niceting 


B.C.’s Attorney-General, Hon 
bert W. Bonner, Q.C., will be 
guest speaker at the b.C. Associati 
of Real Estate Boards annual meet 


ing in Vancouver, Saturday, October 


19th. 


Open to all 
salesmen and 
Columbia, the B.C. Vs 
being held immediately before the 
C.A.R.E.B. conference to enable B.C. 
Realtors to attend both sessions with- 
out the necessity of making an extra 
trip from points outside the Vancou- 
ver area. 

Subjects which will be dealt with 
during the morning and afternoon 
sessions include:—the operations otf 
the new B.C. Multiple Listing Ser- 
vice, the proposed new B.C. Real 
Estate Act, formation of the B.C. 
Institute of Real Estate Brokers and 
discusions on the functions and prob- 
lems of local real estate boards. 
Noteworthy speakers are being ar- 


ranged for each of these topics. 


The business sessions will com- 
mence at 9 a.m. and re-convene after 
lunch. Mr. Bonner will speak at the 
Wind-up banquet in the Hotel Van- 
couver at 7 p.m. 


One-Month University Course 
Proposed as Entry Requirement 


New applicants for Licensing as 
Real Estate Salesmen in B.C. will be 
required to complete a month-long 
course at the University of British 
Columbia in the near future it has 
been announced by the Real Estate 

‘nts Licensing Board of B.C. A 

to that effect was passed 

oard at a meeting July 24 

subsequently endorsed by the 

Association of Real Estate 

oards and the Executive of the 
"ancouver Real Estate Board. 


Under the new arrangement, which 
may come into effect as early as this 
fa 
will attend U.B.C. and participate in 
a four-week long, 160 hour course 


ll, prospective real estate salesmen 


given by the University Extension 
Dept. The identical course will be 
available on a correspondence basis 
to applicants in other areas unable to 
attend the course at U.B.C. 


Cost of the course will not exceed 


$50.00 per applicant. 


A wide range of subjects in the 
real estate field will be covered in 
the course, based in four 40 hour 
weeks split into 30 hours of class- 
room lecture of two hours duration 





Listing Service 


W. H. “Bill” Harrison, formerly 
with Gordon M. Thompson Limited, 
Vancouver, has been appointed as 
field representative for the Multiple 
Listing Service of the Vancouver 
Real Estate Board, it was announced 
recently. 


Active in the residential sales field 
for more than 10 years and in the in- 
dustrial and commercial field for one 
year, Mr. Harrison brings to his new 
position a solid background of ex- 
perience in the real estate business. 

Active in Board affairs for some 
time, he has served a total of two 
years on the M. L. S. committee of 
the Vancouver Board during which 
time he was chairman of-the Contest 
sub-committee. He also served one 
year on the Board’s Complaints and 
Discipline Committee. 
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W. M. HARRISON: Appointed field rep- 
resentative for the Multiple Listing Service 


of the V.R.E.B. 


each, 60 hours on assignments and 
reading and 70 hours of on-the-job 
training. 


Raise Standards 

Irwin Davis, Secretary of the Real 
Estate Agents Licensing Board of 
B.C., who are responsible for setting 
the requirements for licensing and 
for granting applications, expressed 
the hope that the move would result 
in raising standards amongst the real 
estate profession. Mainly, he added, 
it will eliminate a number of those 
people entering the field on a give- 
it-a-try ‘spec’ basis. 

At present the board processes be- 
tween 900 and 1,000 applications 
from all over B.C. in an average year. 

Charlie Brown, chairman of the 
Vancouver Board's education com- 
mittee, who has pressed for such a 
a course for some time, feels that 
the expanded requirements of the 
course should be of great benefit to 
the salesman, the broker and the 
public. 


The public will benefit through 
greater competence on the part of 
new salesmen, who in the past have 
received their basic training in two 
ways, through the Licensing Board's 
course and examination and through 
subsequent training by individual real 
estate offices. 

This arrangement’s weak point was 
that salesmen going into the field 
were not equally trained as so much 
depended on the effectiveness of 
training by individual firms. 


Talk Intelligently 

For the salesman, it will make it 
possible for him to go out into the 
field talking and thinking intelligent- 
ly from the outset, on real estate 
matters, backed by a thorough basic 
knowledge of the business. The more 
equal standard set in this way will 
benefit the broker hiring salesmen as 
he will no longer have to fill in gaps 
in a newcomer’s basic training as 
their pre-employment training will 
be fairly equal. Instead, they will be 
able to concentrate on more advan- 
ced sales techniques and give more 
individual assistance to new sales- 
men during their early days in the 
field. 
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UNIVERSITY 
COURSE 


(Continued from poge 21) 


While no announcement has been 


made as yet, applications for the 
course Will probably be made through 
the Real Estate Agents Licensing 


Board at 401 - 207 West Hastings 
Street, Vancouver, as al] would-be 
salesmen must apply to the board for 
licences anyhow. 


Seminars Have Been Successful 

The Vancouver Board will carry 
on its program of education, as it 
feels that the Extension Department 
course is just the first step towards 
increased standards. 
Seminars, which the Board has stag- 
ed in the past two years will be con- 
tinued and will provide both basic and 
advanced instruction for those al- 
ready in the business. 


professional 


The last seminar was highly suc- 
cessful despite a lower attendance 
brought on by the lateness of the 
season, according to Mr. Brown. “We 
would welcome comments from sales- 
men and brokers on the past semi- 
nars, particularly with regard to sub- 
ject matter, to help us in arranging 
future lectures.” 


Hope for Degree 


The Vancouver Board has also been 
striving, he noted, to have the Uni- 
versity establish a degree course in 
Real Estate and to provide for post- 
graduate study in the field. Mr. Davis 
pointed out that the Licensing 
Board's courses was designed primar- 
ily for those people wishing to enter 
the field who are not of university 
calibre or no longer able to devote 
that much time to their training. 


The move, points up V.R.E.B. presi- 
dent Gordon MacKenzie’s statement 
at the commencement of the last 
Board Seminar that “the real estate 
business is becoming increasingly 
complex and in fairness to the public 
it is the responsibility of those in 
the profession to equip themelves 
fully to deal with matters which af- 
fect the business.” 


“This business will continue to 
grow more complex and an increas- 
ing number of specialists with a 
thorough knowledge of one or more 
of the technical aspects of real estate 
(i.e. appraisal or financing) will be 
required.” 
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New Car Selected as Listings Award 


A new car complete with license 
and registration has been selected as 
first prize in the Multiple Listing 
Service’s newest listing promotion 
contest. To be known as the “Year 
End Listing Contests’, it will enable 
one lucky salesperson to drive a new 
Morris car, valued at approximately 
$1,500. 

The winner will be selected on a 
draw basis at the close of the con- 
test, Which runs from July 1 to De- 
cember 31. To qualify contestants 
must have $30,000 worth of their 
listings with Multiple sold. This 
basic $30,000 worth of sold listings 
will give him, or her, for it could 
easily be won by a distaff member of 
sales force, one ticket. Fach $5,000 
additional sold listings will place one 
more ticket in the barrel for the con- 
testant. Sales will be certified to the 
listing salesperson only for this con- 
test. 

Most likely, the much-to-be-sought- 
after prize will be presented at the 


February annual meeting of the 
V.R.E.B. 

Bill Harrison, newly-appointed 
M.L.S. field representative, pointed 


out that the contest was set up as a 
draw to enable everyone to have a 
better chance at winning. One ticket 
is all that’s essential to give you a 
chance to win. 


Prize-Winners Announced 
For June-July Contest 

Winner of first prize in the Mul- 
tiple Listing Service’s “Realistic List- 
ings Contest’, a car-top 12 foot 
Camper Aluminum Feathercraft boat 
complete with 742 h.p. Scott-Atwater 
outboard with automatic bailer and 
stowaway gas tank, was W. Sinser 
of Wm. Sinser Realty. 

Prizes in the contest, which ran 
from June ist to July 31st, will 
be awarded at the V.R.E.B. luncheon 
meeting in the Astor Hotel, Wednes- 
day, September 18th. 

Other winners who will share in 
the more than $2,000 worth of prizes 
trailed Mr. Sinser, who chalked up 
190 points, by a large margin. Near- 
est to him was Don Harrisen of 
Broadway Agencies with 16714 
points. Mr. Harrisen picked up 
second prize, a 14” Admiral portable 
TV set with attached aerial. 


Third prize, a Travelgard ‘Two- 
Suiter” in beautiful English leather, 


went to Gerry Fain of Metropolitan 
Estates, with 153 points. 

Lillian Wyllie of H. A. Roberts 
Ltd., scored 134 points to take fourth 
prize, an Admiral portable radio. 
Fifth prize, an Admiral clock radio, 
went to J. L. Robinson of Robinson's 
Realty. 

The eight winners of either a lady's 
three-piece set of Skyway lugg 
a men’s Skyway leather “Trave 
Pack”, with points in brackets, were: 
W. Lindsay of Rutherford-McRae 
Ltd. (89), R. L. Acton of R. L. Acton 
Realty 
Realty Corp. (80), H. Dick of Ruther- 
ford McRae Ltd. (75), H. 
of Rutherford McRae Ltd. (73), 

E. Anderson of Jacobson-Anderson 
Realty (7112) and B. Grant of Boult- 
bee, Sweet & Co. (68). 
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COVER PHOTO 


A fifty-million dollar dream bur- 
geoning into reality: that’s Guild- 
wood Viliage, Toronto's newest siib- 
division. 

Guildwood village, a new commun- 
ity and virtually a complete town in 
itself, is an outgrowth of the Guild 
of All Arts, located in a park-lik: 
ting on Scarborough bluffs. It occu- 
pies a mile and a quarter of frontage 
on Lake Ontario, the longest water 
frontage under private control in the 
Metropolitan area of Toronto. 

The completed village will 
14,000 
suites. 

With a keen eye to preserving the 
beauty of the site, the planners had 
aerial surveys made to locate the 
trees as a preliminary to planning. 
Every tree was plotted and tne 
streets and facilities were laid out 
so that none would be disturbed. 


CORRECTION 


Our story on the brief which was 
presented to the Federal “overnment 
by the Edmonton Housebuilders Asso- 
ciation and ‘the Edmonton Real 
Estate Board carried the name of 
“P. A. Butler’ as chairman of the 
mortgage investigation committee for 
the Edmonton district. This was in- 
correct. The committee was headed 
by well-known Edmonton reaiter, 
P. A. Buttar. Mr. Buttar is a director 
of the Alberta Real Estate Associa- 
tion. 
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GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 
NANAIMO, B.C. 

“On the blue Pacific” 
Nanaimo Realty Co. Ltd.,e 
Nanaimo Realty Block. 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 
CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 
EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 
NIAGARA FALLS, ONT. 
David D, McMillan, 
1916 Main Street. 
OTTAWA, ONT. 
Charles A. Brownlee Limited, 
63 Sparks St.—CEntral 2-4203 
PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 
QUEBEC, QUE. 
Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 
WINDSOR, ONT. 
Alex. E. Hoffman, 
930 London St. West. 
CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 
EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 
MONTREAL, QUE. 
Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 
OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


Rates for Professional Listings 


For six insertions 
For twelve insertions 
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FOR INDUSTRIAL 
SITES AND PROPERTIES 


e CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 
EDMONTON, ALTA. 
Melton Real Estate Ltd., 


10154 - 103rd Street. Phone 47221. 


EDMONTON, ALTA. 
Don Reid Real Estate Co., 
11563 Jasper Avenue. 
FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 
HALIFAX, N.S. 

Roy Limited, 

Roy Building. 

REGINA, SASK. 

W. Clarence Mahon, 

350 Western Trust Bldg. 
WINDSOR, ONT. 

Alex E. Hoffman, 

930 London St. West. 
EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 
MONTREAL, QUE. 
Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 


FOR FARMS 
AND RANCHES 


e KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475 
EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 
TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 
MONTREAL, QUE. 
Realty Sales Company, 


5757 Decelles Ave., REgent 3-1991 


ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


FOR SUMMER 
PROPERTIES 


e MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 
VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W.., 
802 Canada Trust Bidg. 
CALGARY, ALTA. 
Crown Trust Company, 
227 Eighth Avenue W. 
OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


WESTERN CANADIAN 
APPRAISALS 
Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 
and 
Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 
Head Office, Edmonton, 10154 - 103rd St. 
Phone 47221 
Calgary, 534 - 8th Avenue West 
Phone AMherst 6-225] 


Rates for Advertising 

In the Real Estate 

Directory: 

Per 

Issue 
... $3.00 
... 84.00 
Additional lines, 50 cents per issue. 
No charge for city and province lines. 


2 lines — 12 issues 
2 lines — 6 issues sshd bassid 
2 lines — less than 6 issues.......... 


PROFESSIONAL 
LISTINGS 


Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 
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Brokers 
es How To Multr 
OUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Keaitor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 7,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


© Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


© Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page eieeaas ae $140.00 $125.00 $110.00 
Two-thirds page eeaets 118.00 104.00 99.00 
Half-page dich ili de acetates 84.00 74.00 64.00 
One-third page = 64.00 57.00 54.00 
One-quarter page Isdineercstuactan npn. 59.00 52.00 47.00 
One-sixth page = sciatic 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 
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